


+ Breaking Tradition: Money Up Front?, Sept. 10 

Advertising. See also Direct mail 
discrimination in, Aug. S23 

expired listings, Jan./Feb. 42 

foreign investors, Oct. 28 

* Make Your Company’s Listings Talk, July 20-25 

* Mobile Offices Can Be Your Traveling Billboards, 
Aug. 50-53 

open houses, Aug. 22; Oct. 62-63 

recruiting, Jan./Feb. 62-63; April 18 
relocation, Oct. 60 
self-promotion, May 19-21; Aug. 34; Oct. 40-41 
slow market, Aug. S9; Oct. 62-63 
theater, Aug. 34 

* What Do You Want in Your Want Ads?, 
Jan./Feb. 62-63 

Agency 

As a Buyers’ Agent . . . , May 34 

disclosure, July 66-68; has. $20, S24; Oct. 39; 
Nov./Dec. 22-23 

dual, July 67, 68; Aug. S20 

law of, May 8; Nov./Dec. 8 

and leasing, July 67-68 








Asbestos, Jan./Feb. 71; July 62; Oct. 38 

Asia Pacific Real Estate Congress, Oct. 26 

Asian Real Estate Association, 
New York, Oct. 28 

Asset management, July 70 

Asset value method of valuating a business, 

March 67-68 

Assistants, personal, April 14-24 

* Don’t Get Sidetracked on Your Treasure Hunt, 
April 22-24 

* Make an Investment You'll Grow to Treasure, 
April 14-21 

+ With a Little Help from Your Assistant, April 18 


Attitude, sles agat, Oct. 44; Nov./Dec. 54 


» 


EOE 


+ Cash In on the Benefits of Bartering, May 28-31 
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+ Build a Name for Your Company with Public 
Relations Sept. 62-66 
as developers, May 66-68 
* Do the Right Thing in a Crisis, Sept. 67-69 
+ Facing the Firing Line, Sept. 68 
financial planning, Aug. 18 
licensing requirements, Aug. 18 
media, news, working with, Sept. 62-66, 67-69 
+ Taking Off with Your Own Business, Aug. 14-21 


computers, Jan./Feb. 26, 29, 30; May 48-51; 
June 10-11, 28-32; July 16; Aug. 20; 
Sept. 43-44; Oct. 59 
fax machines, April 62-64; Aug. 20; Sept. 43-44 
photocopiers, July 16 
radio transmitters, low-frequency, July 20-25 
tape recorders, July 21 
voice mail, July 40; Aug. S15; Sept. 44 


agency, law of, May 8; Nov./Dec. 8 





* As a Buyers’ Agent .. . , May 34 
* Be a Star in the Veterans’ Housing Market, 


+ Help Plan a Marriage of Convenience, Aug. 38-43 
June 50-52 
+ Help Buyers Understand Mortgage Preapproval, 
May 32-34 
hot market, Aug. S12-S13 
lenders, May 39 
+ Play It Safe with Credit Reports, March 54-58 
qualifying, April 45-46; Aug. 42-43, 45; Oct. 48 
rapport, building, Sept. 39 
+ Reduce Your Risk for Arbitration, Sept. 38-40 
* Rev Up Consumer Satisfaction, Nov./Dec. 16-23 


Calculators 

HP-12C, June 44-49 

nontraditional payments, Jan./Feb. 44 
+ Waltz Through the FHA 203(b) with Your 

Financial Calculator, June 44-49 

California 

E&O insurance, June 15, 16, 17, 18 

office space, Nov./Dec. 67 

property taxes, Aug. 70-71 

real estate market, July 12; Aug. S27 
California Association of REALTORS® 








Civil Rights and the Real Es:ate Agent, 
Aug. S22 
Class A office buildings, Nov./Dec. 66-67 





Commercial and Investment (CI) Committee 
(the Association’s), Sept. 13, 4 

Commercial practitioners 
Pastime B-M4 

it real estate. See also 
Apartment buildings; Directions in Commercial 
Investment; Financing, real estate; Income- 
producing properties; Investors, working with; 
Office space; Real estate as an investment; 
Shopping centers 

farming, Nov./Dec. 66 

farming, Nov./Dec. 66 

fitness centers, Sept. 16-21 
parking lots, June 65-68 

* Pump Up Your Occupancy Rate, Sept. 16-21 





+ Retain the Cream of Your Company's Crop, 
Aug. 55-57 

Competition, co-worker, Sept. 46 

Computerized loan origination (CLO) 

+ For the Good of Consumers, June 10-11 

Computers. See also Software 

+ Assemble a Computer System That's Right for 
You, June 28-32 

+ Computers Can Help Small Companies 
Think Big, May 48-51 





November/December 1990 














desktop publishing, Sept. 43 
in farming, Jan./Feb. 26, 29, 30 


System 1 Real Estate Network, July 26-27 
Conroy v. Solon & Gershman, Inc., Nov./Dec. 8 


Counselor of Real Estate (CRE®), Nov./Dec. 66 

Creative financing, Sept. 27 
equity sharing, Nov./Dec. 37 
installment sales contract, Nov./Dec. 37 
seller buy-back, Nov./Dec. 38 

Credit companies, Oct. 20 

Credit reports, consumer 
in divorce, Oct. 50-52, 54 

* Play It Safe with Credit Reports, March 54-58 
qualifying tenants, Nov./Dec. 60, 62 

Credit unions, July 60 

CRYV. See Certificate of reasonable value 


Decision-making skills, Aug. 21 
Deeds 


transfers, Aug. S27 
Defects, disclosure of, Aug. S23; Oct. 37, 38; 





* Make Syre All Your Oars Are in the Water, 
Nov./Dec. 50-54 
Disclosure, June 8 
agency, July 66-68; Aug. S20, S24; 
Nov./Dec. 22-23 
AIDS, Aug. S24 
defects, Aug. S23; Oct. 37, 38; Nov./Dec. 8, 22 
environmental hazards, Aug. S24 
Home Mortgage Disclosure Act, April 54 
stigmatized properties, Aug. S24; Oct. 39 
Discrimination 


hiring, April 23, 24 
housing 


AIDS, Aug. S22 

familial status, Aug. S22, S23; Oct. 48; 
Nov./Dec. 63 

handicapped, Aug. S22; Nov./Dec. 63 

racial, Aug. S22; Sept. 8; Nov./Dec. 63 


Drug-Free Workplace Compliance Kit (the 
Association’s), Aug. 6 

Dual agency, July 67, 68; Aug. S20 

DWA. See Veterans Affairs, Department of 


Earnings multiple method, March 67-68 
Easements, Nov./Dec. 41-43 
Easton v. Strassburger, Aug. S23 
Economics and Research Division (the 
Association’s), July 10 
Education 
a Jan./Feb. 17; Sept. 3-4 


Employee Relocation Council (ERC), 
Oct. 56, 59, 60 
Employers, working with 
equity sharing, Aug. 41 
Energy-efficiency mortgages, Aug. 49 


Entrepreneurship 
* Help Business Owners Weave Through Complex 
Sales, March 62-66 
Environmental hazards 
audits and risk assessments, July 62-65 
disclosure of, Aug. S24; Oct. 38 
+ Keep Surprises from Popping Out at You, 
July 62-65 
regulations, April 68, 70-71; July 62, 64, 65 


ERC. See Employee Relocation Council 
Errors and omissions (E&O) insurance, 
Jan./Feb. 17 
California, June 15, 16, 17, 18 
Kentucky, June 12, 14, 17, 18 
National Association of REALTORS®, 
June 15, 16, 17, 18 
Tennessee, June 12, 14, 17, 18 
* To Mandate or Not: The Ball Bounces 
Both Ways, June 12-18 
Escrow accounts, Sept. 60 
Estate of Saemann v. Tucker Realty, Sept. 8 


Executive Development, Inc., v. Smith, Aug. 8 
Expired listings 


“Blend Your Farming Techniques, Jan/Feb, 26-30 
property, Nov./Dec. 66 
computers, Jan./Feb. 26, 29, 30 

direct mail, Jan./Feb. 28, 2S 

+ Farming Fanfare, Jan./Feb. 42 

five-ten-five method, Oct. 63 





+ The Facts Are in on Fax, April 62-64 
office automation, Aug. 20 
| FIDEC. Ses Federal Deposit Insurance Corporation 
Federal Asset Disposition Agency (FADA), 
Jan./Feb. 23 
Federal Deposit Insurance Corporation 
(FDIC), Jan./Feb. 23; Nov./Dec. 67 














The smart real estate agent's guide to 
HP financial calculators. 





There's more built into the 
HP 17BII and HP Business 
Compute mortgage Consultant II than into a 
payments, balloons, APR, Name and phone lists 5-bedroom mansion. Features 
amortization, NPV, IRR. in your pocket?* that help you figure and refigure 
mortgages at speeds guaranteed 
Effortless Time, to impress your clients. 


cash-flow appointments iit aindiliaaiiele ‘ ve 
itnentry 4 endalavune. You've never seen ‘what if 


analyses this easy, with menus 








HP Solve 
function 
accepts your 
own formulas. 


Helpful 
prompts, 


labels. 


leading you step-by-step to 
the answer. 

It’s this kind of smart think- 
ing that led those who teach 
the CCIM* curriculum to 
recommend the HP Business 
Consultant IL. Pick one up at 
your 1mearest HP retailer, and 
you'll see why. 


RPN and HP calculators. The best for 
Algebraic entry your success. 


hii: | ¢ HEWLETT 
*Ce Co TCI vest t Memb f CIREC 
Ceres Commercial Investment Member PE PACKARD 


© 1990 Hewlett-Packard Company PG12007A 

















Federal Housing Administration (FHA) 
FHA 203(b), June 44-49 
loans, April 54; June 44-49, 55; Aug. 48 


Corporation (FSLIC), Jan./Feb. 16 
Fees, advance 





leasing with the option to buy, March 50, 52-53 
nontraditional, Jan./Feb. 44-48, 54 
office space, Nov./Dec. 66-67 
option funds, March 50, 52-53 
Oct. 16-22 
+ Provide a Soft Landing into Home Ownership, 


* Show Buyers How to Fund a Second Home, 
Sept. 54-56 





Fixed-rate mortgages, Jan./Feb. 19; June 50, 51; 


» Take Advantage of the Real Estate Melting Pot, 
Oct. 25, 27-28 
For-sale-by-owners (FSBOs) 
giveaways, Nov./Dec. 27-28 
hot market, Aug. Si4 
prospecting, Oct. 41, 44-46 
slow market, Aug. S6-S7 


Fraud, April 8; June 8; Aug. 8; Nov./Dec. 34 
* Borrower Beware, Oct. 22 
escrow accounts, Sept. 60 
financing scams, Oct. 22 
+ Fraud Alert!, Jan./Feb. 54 
Fraud Investigation Unit, Jan./Feb. 54 
RTC, May 12 
Freddie Mac. See Federal Home Loan Mortgage 
Corporation 
From Buyer Beware to Broker Take Care 
Legal Liability Series, Aug. S24 
FSBOs. See For-sale-by-owners 
FSLIC. See Federal Savings and Loan Insurance 
Corporation 


General Services Administration (GSA), 
Sept. 26-27 
Ginnie Mae. See Government National Mortgage 
Association 
Giveaways 
buyers, Nov./Dec. 26-29 
closings, Nov./Dec. 28 
first-time buyers, Nov./Dec. 28 
FSBOs, Nov./Dec. 27-28 
listing presentations, Nov./Dec. 26, 28 
renters, Nov./Dec. 28 
sellers, Nov./Dec. 26-29 





Government National Mortgage Association 
(Ginnie Mae). See also Financing, real estate; 
Mortgage loans; Secondary mortgage market 

mortgage servicing transfers, June 54-55 
VA loans, April 42, 45, 46, 47 

Government taking of private property, 
Jan./Feb. 8; Oct. 8 

Gross rent multiplier (GRM), Sept. 50 

Group homes, Aug. S22 


Henry S. Miller Co. v. Ulmer, Sept. 8 
Hiring 
assistants, April 14-21; Aug. S13 
discrimination, April 23, 24 
* Don’t Get Sidetracked on Your Treasure Hunt, 
April 22-24 
+ Interview Smart, April 16 
liability, April 22-24 
* Make an Investment Yon’ll Grow to Treasure, 
April 14-21 
HMDA. See Home Mortgage Disclosure Act 


System, June 18; Nov./Dec. 11-12 
Hong Kong Chinese investors. See Chinese 
investors 


HUD. See Housing and Urban Development 
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+ Spat 4 
Make 


When it comes to buying or selling a home, don't a Move 
let your buyers or sellers make a move without a home 


warranty plan from American Home Shield — the 


‘ 
nation’s oldest and largest home warranty company. Without It! 
® 


You can protect yourself and help your buyers and 
sellers complete their rea! estate transactions by ——$ 
providing them the opportunity to review and select Get more listings and sales by using 
an American Home Shield home warranty plan. AHS home warranties! Mail today 
Remember, don’t make a move without it! for your FREE issue of a special con- 


vention edition of UPDATE with 
See us at the NATIONAL ASSOCIATION valuable business-building ideas! 


OF REALTORS® Convention in New Orleans, 
November 8-13, Booth #1505 and #1604. 















@& AMERICAN 
i] HOME SHIELD® 
America’s Home Warranty Compan @e IERICAN 
y pany FHS 


90 South E Street, Santa Rosa, California 95404 HOME SHIELD 


90 South E Street, Santa Ros2, California 95404 





Quality Service Network _ 
ServiceMaster « Merry Maids 
Terminix « American Home Shield 














homes, March 44-46; Aug. 58-59, S21, S23; 
Oct. 37; Nov./Dec. 8 

Installment sales contract, Nov./Dec. 37 

Insurance 

auto, Aug. 71 

boiler, Aug. 71 


Interest rates, Jan./Feb. 19; Aug. 48-49 
Internal rate of return (IRR), Sept. 50 
Internal Revenue Code 
Section 1034, Aug. 38, 43 
Section 1031, Aug. 38, 40, 43 
Section 3508, Nov./Dec. 54 
Section 280A, Aug. 38, 41, 42 
Internal Revenue Service (IRS). See also 
Internal Revenue Code; Tax implications 
audits, May 38 
barter, May 30, 31 
equity sharing, Aug. 42 
* The IRS: What Every Employer Should Know, 


Investors, working with, Aug. 70. See also Buyers, 
working with; Financing, real estate; Real 
estate as an investment; Sellers, working with; 
Tax implications 





Investors, July 46-50 
credit companies, Oct. 20 
equity sharing, Aug. 38-43; Nov./Dec. 37 
foreign, April 76; July 70-71; Oct. 25-28 


+ Organizing a Limited Partnership, June 62 
pension funds, Oct. 20-21; Nov./Dec. 66-67 
* Sale-Leasebacks Aren't So Ridiculous, 
April 73-74 
* Triple-Net Leases—As ‘Carefree’ As Leases 
Come?, May 64 
Wall Street companies, Oct. 20 
IRR. See Internal rate of return 
IRS. See Internal Revenue Service 


Japanese investors, July 70-71; Oct. 25, 27, 28. 
See also Foreign investments 

Jefferson Valley Mall, Westchester County, 
New York, Aug. 67-68 

John Doe, Mary Roe and Susan Loe, et al. v. 
City of Butler, Pennsylvania, July 8 


Kentucky 
E&O insurance, June 12, 44, 17, 18 
Keystone Bituminous Coal Association v. 
De Bencedictis, Oct. 8 


LACBOR. See Los Angeles County Boards of 
Real Estate 


commercial, April 76-77; June 70; Sept. 23-25 
* Lease More Than Just Space, Jan./Feb. 66-68 
office space, Jan./Feb. 66-68; Sept. 48, 52 
with option to buy, March 50-53 
+ Provide a Soft Landing into Home Ownership, 
March 50-53 
shopping centers, Sept. 26-27, 50, 52 
+ Strategic Leasing, June 70 
subleasing, July 67-68 
triple agency, July 68 
* Triple-Net Leases—As ‘Carefree’ As Leases 
Come?, May 64 
Lenders, working with. See also Financing, real 
estate; Mortgage loans; Secondary mortgage 
market 
+ Practitioners Grab for Commercial Financing, 
Oct. 16-22 
Nov./Dec. 34-38 
second homes, Sept. 54-56 





slow market, Aug. S10; Oct. 55 
title insurance, Nov./Dec. 41-42 
Liability, April 8; May 8; June 8; July 8; Aug. 8, 
$21, S22-23; Nov./Dec. 8 


as compensation, Aug. 56-57 


+ Organizing a Limited Partnership, June 62 
Listening skills, July 42-43; Aug. 34; Sept. 39 
Listing farms. See Farming 

Listings, Aug. S21. See also Multiple listing service 
March 62-66; July 66, 67 





expired, Oct. 44 
hot market, Aug. S14 
* Make Your Company’s Listings Talk, July 20-25 


Low-Income Rental Housing Tax Credit 
Program (TCP), Jan./Feb. 70 
LTVs. See Loan-to-value ratios 


+ Get a Feel for Personality Typing, March 24-28 

hot market, Aug. S15-S17 

interviewing, Nov./Dec. 52 

+ It’s Never Too Early to Develop Management 
Skills, Aug. 21 


recruiting, Jan./Feb. 16; Aug. S8, S16-17; 
Nov./Dec. 52, 58 
* Rekindle the Competitive Flame, June 20-25 
* Retain the Cream of Your Company’s Crop, 
Aug. 55-57 
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Power tools. 


The Best Buyer Guidebook" Best 
Seller and Best Buyer Bonus Coupons* 

The Best Seller Action Plan* 
Best Seller Home Enhancement Guide 
The Best Seller Marketing Services 
Guarantee” 

All of these marketing tools are ex- 
clusive to Coldwell Banker. 

And the J sad they i you sim- 
plifies the en home buying 
and selling. Yau fal find you can generate 


of the time it used to take. And since 
they’re easy to customize, you — use 
our marketing tools to sup 

you've already learned in on ll 

All of which translates into greater 
financial rewards for you. 

To find out what it’s like to have 
the kind of power you need right at your 
fingertips, call Coldwell Banker. Or talk 
to a couple of our Sales Associates. 
They'll tell you firsthand how easy it is 

to build success 
when you have 
right 
tools. 


jee Seiiaks 
BANKER 


The Home Sellers 


© 1989 Coldwell Banker Residential Real Estate. An Equal Opportunity Company @ Equal Housing Opportunity. 
Some Offices Independently Owned and Operated. *At participating offices 











* Scratch the Surface to Find Substance Abuse, 
March 14-19, 21-22 
* Sell Your Company to New Recruits, 
Nov./Dec. 56-57 
slow market, Aug. S8-S9 
+ Styling Management, Nov./Dec. 58 
support staff, Aug. S8, S15 
training, Aug. S17; Nov./Dec. 52-53 
turnover, Jan./Feb. 56-60; Aug. S8 
+ Why Do We Keep Stroking Mediocrity?, July 10 
Management Team (the Association’s), 
Jan./Feb. 24; Sept. 13 
Marketing. See also Advertising; Farming; 
Prospecting 
apartment buildings, Nov./Dec. 64 
* Make Your Company’s Listings Talk, July 20-25 
open houses, Aug. 22-23, 25-29; Oct. 62-63 
+ A Picture Is Worth a Thousand Sales, May 22-24 
+ Sell Your Company to New Recruits, 
Nov./Dec. 56-57 
slow market, Oct. 62-63 
* Take a Shot at Aerial Photography, Aug. 60-63 
Massachusetts Institute of Technology (MIT) 
Center for Real Estate Development, 
Oct. 26 
Foreign Bank Participation in U.S. Mortgage 
Markets, Oct. 26 
Foreign Investment in U.S. Real Estate: Status, 
Trends, and Outlook, Oct. 26 
Foreign Investment, Vertical Integration, and the 
Structure of the U.S. Real Estate Industry, 
Oct. 26 
Master of real estate development (MRED), 


Media, news, working with, July 13, 21. See also 
Community involvement; Public relations 

+ Do the Right Thing in a Crisis, Sept. 67-69 

+ Facing the Firing Line, Sept. 68 


arbitration, compared with, Nov./Dec. 11, 12 
* A Different Route, Nov./Dec. 11-12 


Mortgage loans, Oct. 55; Nov./Dec. 46. See 
also Financing, real estate; Secondary 
mortgage market 

adjustable-rate (ARM), Jan./Feb. 19; June 50, 52; 
Aug. 49, S14; Oct. 55 

BayBank Equity Mortgage™, Jan./Feb. 54 

biweekly, Jan./Feb. 48 

buy-downs, Aug. S5 

credit unions, July 60 





energy-efficiency, Aug. 49 
FHA, April 54; June 44-49; Aug. 48 
fixed-rate, Jan./Feb. 19; June 50, 51; Aug. 48-49 
Home Mortgage Disclosure Act, April 54; July 58 
interest rates, Jan./Feb. 19 
Hitting the Roof, Jan./Feb. 44-48 
portable, Nov./Dec. 46-47 
preapproval, May 32-34 
price level-adjusted (PLAM), Jan./Feb. 20, 54 
reverse, Aug. 46 
reverse annuity (RAM), Jan./Feb. 20; April 54 
servicing transfers, June 54-55 
75-15-10 loans, Sept. 54 
shared appreciation, Aug. 43 
SHO, Aug. 45-46 
3-1 loan, Oct. 55 
two-step, Aug. 49, S5 
VA, April 42-47; Aug. 48 
wraparound, Nov./Dec. 37 
Mortgage servicing transfers, June 54-55 
Motivation 
+ Rekindle the Competitive Flame, June 20-25 
of sales agents, June 20-25; Sept. 70 
Move-up buyers, Aug. S5 
MRED. See Master of real estate development 
Multiple listing service 
commercial, regional, Sept. 14 
computerized, July 16; Sept. 43 
housing trends, tracking, Aug. S27-28 
subagency, Aug. S20, $21, S22 
Multiple offers, Aug. S13-S14, S17 
Mutual Mortgage Insurance Fund 
(MMIF), Nov./Dec. 36-37 
Myers-Briggs Type Indicator, March 24-28 


NAHB. See National Association of Home Builders 
Names, remembering, May 19 
* Memory Joggers, May 18 
+ What’s in a Name?, May 14-18 
National Association of Home Builders 
(NAHB), May 46; July 58 
NATIONAL ASSOCIATION OF REALTORS® See also 
Board of REALTORS® ; specific institutes, 
Annual Report, April 79-94 
arbitration, Sept. 38 
Business Division, Sept. 13, 14 
Civil Rights and the Real Estate Agent, Aug. S22 
Commercial and Investment (CI) Committee, 


Fair Accounting in Real Estate (FAIR), April 12 

FIABCI-USA, Oct. 26, 27 

Forecasting and Policy Analysis Division, Oct. 26 

Foreign Bank Participation in U.S. Mortgage 
Markets, Oct. 26 

Foreign Investment in U.S. Real Estate: Status, 
Trends, and Outlook, Oct. 26 

Foreign Investment, Vertical Integration, and 
the Structure of the U.S. Real Estate 





From Buyer Beware to Broker Take Care Legal 

Home Guide, Nov./Dec. 27, 28 

The Homebuying and Selling Process: 1987, 

__ May 32; Oct. 41 
lier/Homebuyer Dispute Resolution 

System (DRS), June 18; Nov./Dec. 11 





Political Appointees Task Force, Jan./Feb. 24 

Private property rights, Oct. 4 

Real Estate Brokerage 1988 Income, Expenses, 

Profits, July 10; Nov./Dec. 50 

Real Estate Finance Committee, May 38 

Real Estate Finance Division, Aug. 48 

REALTOR® Image Research, Nov./Dec. 23 

“REALTORS® in the World Market,” Oct. 26 

REALTORS® Liability Task Force, Nov./Dec. Ii 

REALTORS® Risk Reduction Committee, June 18 

REALTORS® Risk Reduction DRS Subcommittee, 

Nov./Dec. 11 

Recommendation 8, Sept. 4; Oct. 12 

Residential Mortgage Market Overview, Aug. 48 

RESPA, June 10-1 

RTC, Jan./Feb. 24; May 12-13 

Selling Government-Owned Properties, May 38 

shelter conferences, Oct. 4, 26 

S&L bailout, Jan./Feb. 24; May 12-13 

Tax Reform Act of 1986, Sept. 14 

Third International Shelter Conference, Oct. 4 
National People’s Action, Nov./Dec. 36 


financing 
BayBank Equity Mortgage™, Jan./Feb. 54 
Hitting the Roof, Jan./Feb. 44-48 
North, William D. 
on real estate practice proposals for New York, 
Aug. S20-S21 





Real Estate Today® 








Others make 
promises of success. 


We guarantee the 
tools to succeed. 


When you join the Gallery of Homes, you're 
= the opportunity of The Gallery nr oy 
ystem™ — an array of products and services designed 
to give you an edge in the real estate market. 

The Gallery Advantage System™ offers 
managers and sales associates everything they need to 
be successful. Like classroom, audio and video train- 
ing on successful sales methods such as agent business 
planning, listing presentations and relocation services. 
Along with a computer software system to manage 
listings, property, sales production and business base 
development. 

We also offer errors & omissions insurance, a 


home warranty program, mortgage services, a tiered 
commission schedule, and access to one of the nation’s 
leading referral systems. And as always, the Gallery 
provides national advertising and marketing support 
such as television, radio, magazine and newspaper ad- 
vertisements. 

But perhaps the most important thing we can 
give our people is our name and image. With over 40 
years of real estate experience, homeowners know who 
we are. And they remember when it comes time to sell 
their homes. 

So call your local Gallery office. We have the 
tools. The rest is up to you. 


You belong with the Gallery. 
(800) 241-8320 


: 
I want the tools to succeed! 
| 
l Please send me information on 
opportunities for: 
| [_] Sales Associate 
[_] Sales Manager 
[_] Franchise Owner 
10 Master Franchise Owner 








State__ Zip | 
Phone ( ) | 
MAIL TO: Gallery of Homes, Inc. | 
P.O. Box 2900, Orlando, FL 32802 l 
OR CALL: (800) 241-8320 

















Northeast 
real estaie market, July 12-13; Aug. S10; Oct. 55 
Note broker, July 49-50 


Offers 
+ Present Purchase Offers with Finesse, 

Jan./Feb. 38-41 

presenting, June 34, 39-41; Aug. S13-S14, S17 
Office, real estate, May 56. See also 

Management, real estate office 

in home, July 18 

satellite offices, July 14-18 

support staff, Aug. S8 
Office space, Nov./Dec. 67. See also Leasing; 


* Strategic Leasing, June 70 
vacancy rates, May 70 
Offshore investments. See Foreign investments 
Ohio 
Oldsmobile arrangement 
+ Keys to a Driving Success, Aug. 11-12 
Open houses 
* Beware the Open House Addict, Aug. 24 
door prizes, Aug. 34 
* Heat a Cool Market, Oct. 62-63 
* Open the Door to Opportunities, Aug. 22-23, 
25-29 
safety, Aug. 24, 27 
security, Aug. 24, 27 
slow market, Oct. 62-63 
Opportunity time, July 17 
Option funds, March 50, 52-53 
Overhead projectors, Sept. 70-71 
Oversight Board, Jan./Feb. 23, 24 


+ Get a Feel for Personality Typing, March 24-28 
Pets, in apartments, Nov./Dec. 63 
Philadelphia 

real estate market, Nov./Dec. 38 
Photocopier, July 16 
Photography 

news releases, June 27; Sept. 65 

+ A Picture Is Worth a Thousand Sales, May 22-24 
prospecting, May 26 
self-promotion, May 20, 21 





* Take a Shot at Aerial Photograpiy, Aug. 60-63 
* Tips for Better Photographs, May 23 

P&Ls. See Profit and loss accounts 

PLAM. See Price level-adjusted mortgage 
Planned unit development (PUD), April 47 
PMI. See Private mortgage insurance 

Points, loan origination, Nov./Dec. 46 
Political Appointees Task Force (the 


Positive thinking, Aug. 21; Oct. 44 
Preapproval, mortgage 
* Help Buyers Understand Mortgage Preapproval, 
May 32-34 
Prequalifying, May 33; Aug. S13 
Preseault v. ICC, Jan./Feb. 8 
Press conferences. Sez: News conferences 
Press releases. See News releases 
Price level—adjusted mortgage 
(PLAM), Jan./Feb. 20 
* Promise or Problems?, Jan./Feb. 54 
Private mortgage insurance (PMI), 
* Canceling PMI, Nov./Dec. 47 
+ PMI Gives Buying Power, Jan./Feb. 50-52; June 6 
* Some Facts About PMI, Jan./Feb. 52 


Productivity, sales, Aug. 59; Sept. 70; 
Nov./Dec. 50-54 
slow market, Aug. S9 
* Why Do We Keep Stroking Mediocrity?, July 10 
Profit and loss accounts (P&Ls), Oct. 50 
Profit sharing, Aug. 55-56 
Projectors, overhead, Sept. 70-71 
Promotion, self-. See Self-promotion 
Property management 
apartment buildings, Sept. 48, 51; 
Nov./Dec. 60-64 
commercial real estate, Sept. 48, 51 
industrial real estate, Sept. 50, 51 
office space, Sept. 48, 51 
shopping centers, Sept. 48-50, 51 
Property taxes, Oct. 55 
California, Aug. 70-71 
Cook County, Illinois, Aug. 70 
Sears Tower, Chicago, Aug. 70 
Prospecting, June 26. See also Farming; 
Marketing 
cold-calling, Sept. 23-25; Oct. 44 
commercial-investment real estate, Sept. 23-25 
computers, Sept. 43 
door prizes, Aug. 34 
expired listings, Oct. 44 
FSBOs, Oct. 41, 44-46 
leasing, commercial, Sept. 23-25 
open houses, Aug. 22-23, 25-29, 34; Oct. 62-63 


* Turn Cold Calls into Hot Prospects, Sept. 23-25 

Prudential Home Affordability Index, Oct. 55 

Public hearings 

* Use Your Weight to Sway Local Government 

Public image, sales agents, Nov./Dec. 20, 23 

Public relations. See also Community 
involvement; Marketing; Media, news, 
working with 

* Build a Name for Your Company with Public 
Relations, Sept. 62-66 





Public speaking, July 42; Aug. 21 
Purchase agreements, June 8 


| EE 


R. Se Beet ess @ 
RABs. See Regional Advisory Boards 
Radio transmitters, low-frequency, July 20-25 





franchises, Aug. 19 
+ Gear Up for Success by Tracking Your Market, 
Aug. S26-S31 
+ Make the Right Moves for a Sound Relocation 
recruiting, Aug. 20 
satellite offices, July 14-18 
* Taking Off with Your Own Business, Aug. 14-21 
+ Wire Your Company for High-Voltage Sales, 
July 4-18 
Real Estate Brokerage 1988: Income, 
Expenses, Profits, July 10; Nov./Dec. 50 
Real Estate Capital Flows: 1989, April 76 


REALTORS® Liability Task Force, Nov./Dec. 11 

REALTORS National Marketing Institute®, 
Sept. 13, 14 

REALTORS® Risk Reduction Committee, June 18 





Real Estate Today® 








How can you prospect every 
time you make a purchase? 


For a REALTOR®, visibility equals opportunity. And now you can find 
opportunity everywhere if you use your NAR Gold or Silver credit cards. 
Carry the Sign of the REALTOR® 

East side. West side. Around town or out of town. The NAR 

credit cards lets you turn every purchase into a possibility 

and every possibility into a prospect. With acceptance at 

over 7 million locations worldwide, the NAR 

credit cards give you instant access to a world of 

The Credit Cards that Give You More than Just a Charge 

Let's face it. In this business, you’re constantly on the job 

and on the go. That’s why MBNA America™ created 

a credit card exclusively available to NAR members. 

Whenever you're in business, MBNA America™ is open 
toll-free, year round, 24-hours a day. You will be eligible 

for up to a $25,000 line of credit with the NAR Gold 

cards and up to a $5,000 credit line with the Silver 

MasterCard® and VISA®. Credit line increase requests are 

processed in just one hour - any time of the day or night. 

The annual percentage rate is a low 16.9% and as a special bonus your card is 
issued free of an annual fee for the first year. Since you're probably on the road 
more than you're in the office, you will really appreciate the extensive travel 
benefits that accompany your card at no additional cost. And with CIRRUS® 
ATM’s, you can get cash advances at over 40,000 conveniently located sites. 


You've Earned the Mark of a Professional simply call toll-free 


Now apply for the NAR Gold or Silver credit cards. Just send the brief application APPLY 84 3 
below to MBNA America™, P.O. Box 15464, Wilmington, DE 19885-9440. Better TODAY 1-800- 7-7 78 
yet, call toll-free to request your card any time, day or night. Be sure to use the NAR priority code BSMM when calling! 


VE | I wish to request... 

O NAR Gold MasterCard® Card (0 NAR Silver MasterCard® Card 
S| CO) NAR VISA® Gold CD NAR VISA® Classi Previous address if at present address less than 3 years. 
I understand that if I do not qualify for the NAR Gold card, this request constitutes my I have read the entire application, agree to its terms, and certify the information is correct 
applications for the Silver card, and I accept that on a periodic basis I may be 
considered for an automatic upgrade to a Gold card at MBNA America’s™ discretion. 











NAME (please print) 














STATE AMERICAN EXPRESS® NO 


Use this section to aS aaa 
( ) —— 18 years > 
HOME PHONE BUS. PHONE _—_ ——— 


ARE YOU: O Renting O Own CO Buying Monthly Payment $ —_ CO-APPLICANT NAME 
SOCIAL SECURITY * 

















RELATIONSHIP 








DATE OF BIRTH 











s 
OTHER INCOME” BUS. PHONE 


YEARS THERE | have read this entire application, agree to its terms, and understand that | will be jointly and 
severally liable for all charges on the account 








SOURCE 


Of separate maintenance income need not be revealed if you do not wish CO-APPLICANT SIGNATURE DATE 


_{Seal) _ 
support, 
it considered as a basis of repayment. ) 





1 (ve) authorize MBNA America™ to investigate any facts or obtain and exchange reports 


regarding 
this application or resulting account with credit reporting agencies and others. Upon request | ( we ) 
PREVIOUS EMPLOYER IF LESS THAN 3 YRS. YEARS THERE will be informed of each agency's name and address. 








MOTHER'S MAIDEN NAME ( For use when you request special action taken on your account ) 





$30 Gold, $20 Silver | Grace Period For Repayment Of | At icast 25 Days from statement Transaction Fee For Bank and ATM Cash Advances, 
Annual Fee (Fee waived first year) | Balances For Purchases Closing date 


Annual Method of the A Balance 
Se? | enon ea Gadling sow gunchases) Le Pama ee $15, Ove he Crete $15 


























BSMM 04-854 06-346 








Recruiting, May 55-56; July 17; Aug. 20; 
Nov./Dec. 52, 58 
advertising, Jan./Feb. 62-63; April 18 
+ Get a Feel for Personality Typing, March 24-28 
hot market, Aug. S16-S17 
of managers, Jan./Feb. 16 
* Sell Your Company to New itecruits, 
Nov./Dec. 56-57 
slow market, Aug. S8 
* What Do You Want in Your Want Ads?, 
Jan./Feb. 62-63 
Recycling, June 70-71 
Reed v. King, Aug. S24 
Referrals 
+ Make the Most of Referral Business, April 27-31 
59, 60 
Regional Advisory Boards (RABs), Jan./Feb. 24 
REIT. See Real estate investment trust 
RELO/The International Relocation 
Network, Oct. 56 
Relocation 
+ Kids Are People, Too!, Jan./Feb. 64 
* Make the Right Moves for a Sound Relocation 


Safety measures 
open houses, Aug. 24, 27 

+ Safety First, Sept. 46 

St. Paul Area Association of REALTORS® 
REALTOR® Care, March 16, 20; May 6 

+ Responding to Members’ Needs, March 20; May 6 


seniors, Aug. 45 


Sales agents, real estate. See also Buyers, 


+ Be a Pro at Self-promotion, May 19-21 


burnout, Aug. S15 
communication skills, June 42; Aug. 21; Oct. 37 


+ Create Success, July 43 


disaffiliation, Nov./Dec. 50-52, 53-54 


+ Dodging Obstacles in Residential Sales, 


Oct. 34-39 


* Don’t Overlook Investments in Your Own 


Backyard, Sept. 48-52 
image, public, Nov./Dec. 20, 23 
as investors, Aug. 41; Sept. 48-52 


+ It’s Never Too Early to Develop Management 


Skills, Aug. 21 
liability, April 8; May 8; June 8; Aug. 8, S21, 
$22-23; Nov./Dec. 8 


+ Life Insurance: Get the Facts, July 53-57 


listening skills, July 42-43; Aug. 34; Sept. 39 


productivity, July 10; Sept. 70; Nov./Dec. 50-54 
public speaking, July 42 

rapport, building, Jan./Feb. 32-34; Sept. 39 
recruiting, Aug. S8, S16-S17; Nov./Dec. 52, 58 


+ Reduce Your Risk for Arbitration, Sept. 38-40 


rejection, handling, Oct. 44 


* Rev Up Consumer Satisfaction, Nov./Dec. 16-23 


self-promotion, May 19-21; Aug. 34, S14; 
Oct. 40-42; Nov./Dec. 26-29 
superstars, Aug. 55-57 


* Taking Off with Your Own Business, Aug. 4-21 


* Don’t Get Burned by a Hot Market, Aug. $12-S17 
+ A Movement Is Worth a Thousand Words, 


Jan./Feb. 32-34 


* On the Road to Success, June 34—41 
- A Picture Is Worth a Thousand Sales, May 22-24 


rapport, building, Jan./Feb. 32-34; Sept. 39 
role-playing, June 42 


+ Show Buyers How to Fund a Second Home, 


Sept. 54-56 


* Turn Up the Heat on a Cold Market, Aug. 54-10 
Sales tools 
* Use Your Computer as a Sales Tool, Sept. 43-44 


S&L bailout, Jan./Feb. 23- 24; April 32-36; 
May 12-13; Oct. 18 

* The S&L Elixir, Jan./Feb. 23-24 

Scripting 

+ Superstar Scripts, Oct. 40-42 

Seawall Associates v. New York, Jan./Feb. 8 

SEC v. Howley Co., March 8 

Second homes 

+ Show Buyers How to Fund a Second Home, 


Self-promotion, Aug. 34, Si4; ‘Nov/Dec. 26-29 
+ Be a Pro at Self-promotion, May 19-21 
+ Superstar Scripts, Oct. 40-42 
Seller buy-back, Nov./Dec. 38 
Seller financing, July 46-50; Nov./Dec. 37-38 
Sellers, working with, Aug. 32, 59. See also 
For-sale-by owners; Seller financing; 
Tax implications 
+ Build Sales with Help from Secondary Market 


* Rev Up Consumer Satisfaction, Nov./Dec. 16-23 
role-playing, June 42 
sale-leasebacks, April 73-74 

second homes, Sept. 54 


San Francisco 
home ownership, affordability of, Oct. 55 
Satellite offices, Aug. 19 
+ Wire Your Company for High-Voltage Sales, 
july 4-18 


substance abuse, March 16, 20 
Sale-leaseback 
* The Anatomy of a Sale-Leaseback, April 74 
+ Sale-Leasebacks Aren't So Ridiculous, 
April 73-74 


























60 Ft. w/24 Pennants (12’ x La 
Multi-colors, weatherized c! 


#756101D ones 








juctive information box or tube we of 
front allows drive-bys to see your 

brochure inside. Easily moun 
frame. . .wood . 
8%" x 11” plus 
Shocks. Cap io otted c your in you. ..not the floor person. Double-dip | cards W pA cha md 
50-100 8%” x 11” (or 14”) brochures. Your infor- ore oe eee GND the Deluxe | Increase your sign calls, increase your double dips to 
mation is working for you 24 hours a day Information Box 40-50% 
THE HOME INFO™ TUBE #7107 = 4822.50 ea. | #7476018 4—$20.00 ea. | THE INFO CENTER #712902 4 @ $22.50 ea. (B); 
4 @ $14.95 ea. (A) 10 @ $13.50 ea. ‘B) f 10—$19.00 ea 10 @ $21.50 ea. (D); 25 @ $20.50 ea. (D) 
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Camera ready art work for 88 
different home flyers. . . plus 
. ; 22 extra pages of typeset 
Ring farming headli h ds of ad- headlines, bursts, charts, 
—-. AL features, and more. That's 88 
different flyers, each 8%" x 
11”. $29.75 is less than an ar flyers, newsletters, door 
tist would charge for one. and brochures with 
fessional! art work 
CAMERA READY FLYERS 
#731001A $29.75 CLIP ART BOOK 
#760101D $59.95 


























Complete Supply House yg 2 me 


for Brokers, Agents, 

& Board Stores Finally attach riders easily to your sign 

Finally you can buy everything from or metal frames with Link'’ems and a 

listing and selling tools 
rs, 


, Signs, tapes, forms, 
information boxes/tubes, 


to use S-hooks! Allows you to use riders 
with frames also! Easy on/off.. .use 


NOTARY ‘ books, computer software, ine — You will love these 
Meets or exceeds all states re- " much, much more. Our 1990 cataiog Je 
uirements. Produced by $ . is free with order or pay $2 separate- Type L #754801 Buy 20 — .75 ea 
of Notaries. ly. We ship 98% of all orders within | Type H #755001 Buy 256 — .70 ea 
24 hours - 4 ea 
" ea 


8%" x ll" ; 
@ 89.50 ca; 32 (cs) @ 8.50 cn. 


; ; 301 W. Osborn, Ste. 1000, Phoenix, AZ 85013 
WITH Mk Mouse #7scca | 1-800-234-0592 FAX: 1-602-285-1803 
: EXPRESS 


100 @ $1 40 ea. VISA « MASTERCARD - AMERICAN 
400 @ $1.25 ea. $5.00 S/H if under $50.00 


























+ Scratch the Surface to Find Substance Abuse, 
March 14-19, 21-22 
Subterranean developments, Sept. 27 


Superstars 

+ Retain the Cream of Your Company’s Crop, 
Aug. 55-57 

Support staff, real estate office, Aug. S8 

Swedish investors, Oct. 27 

Syndications 

Japanese, July 70-71 

System 1 Real Estate Network, Connecticut, 

July 26-27 





passive income, April 11-12 
pension plans, Aug. 55-56 
profit sharing, Aug. 55-56 
shared appreciation mortgage, Aug. 43 
tax shelters, March 60 
tenancy in common, Aug. 41 
write-off, $25,000, April 51-52; Oct. 6 

Tax Reform Act of 1986 (TRA ’86) 
Low-Income Rental Housing Tax Credit Program 

(TCP), Jan./Feb. 70 

* Making Rules FAIR, April 11-12 
National Association, Sept. 14 

* One Exception to the Rule, April 51-52 
passive income, April 11-12 


TCP. See Low-Income Rental Housing Tax 
Credit Program 
Telemarketing. See also Coid-calling; Farming; 


Marketing; Prospecting 
Telephones 
cellular, July 34-41 
* Hello, Information?, Oct. 48 
+ Ring Up More Sales, July 34-41 
Television 


Trade practices, unfair and deceptive, April 8 
Training 
sales agents, June 26-27; Aug. S17; 
Nov./Dec. 52-53 
Transferees, working with 
equity sharing, Aug. 41 
giveaways, Nov./Dec. 27, 28 
newcomers’ kits, Oct. 59 
Transitional dwellings, July 8 
Triple agency, July 68 
Triple-net leases. See Leasing 
Turnover 
+ Beware the High Cost of Turnover, 
Jan./Feb. 56-60 
slow market, Aug. S8 
Two-step mortgages, Aug. 49, S5 








UFFI. See Urea formaldehyde foam insulation 
Underground storage tanks, July 62; Oct. 38 
United States v. Blackwell, Sept. 8 

Urea formaldehyde foam insulation, 


MA. See Veterans Affairs, Department of 
Vacancy rates, office, May 70 
Valuation, business 
asset value method, March 67-68 
earnings multiple method, March 67-68 
+ Reveal Your Company’s True Value, April 56-61 
+ Weigh the Factors in Setting a Value, March 67-68 


+ Be a Star in the Veterans’ Housing Market, 
April 42-47 

loans, April 42-47; Aug. 48 

qualifying veterans, April 45-46 
VHA. See Variable housing allowance 
VHFA. See Vermont Housing Finance Agency 
Videos 
Visual aids 

overhead projectors, Sept. 70-71 
Voice-activated telephones, July 40 
Voice mail, July 40; Aug. S15; Sept. 44 


ARETE 


* One Exception to the Rule, April 51-52; Oct. 6 
Writing skills, Aug. 21; Nov./Dec. 29 


“Yes, You Can” campaign, Aug. S5 
Young v. Field, March 8 


Zoning, July 8; Aug. 8; Oct. 8 
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Make this your Best Year Ever! Order Today! 


mame  SséPhorne Orders ... 1-800-752-6448 
ene —_——— 4-206-391-8682 
RES. PHONE ( 


0 Check Enclosed 
Make checks payable to PLANNER SYSTEMS, INC 21609 NE. 4th St. 


O Charge to my credit card Redmond, WA 98053 


(U.S. FUNDS ONLY) 








Are You Up to the Development Challenge? 


ii ciainines 


Bathing Beauty 
Brunner, Rebecca 
Oct. 64 
Be a Pro at Self-promotion 
Bonapace, Ruth 
May 19-21 
Be a Star in the Veterans’ Housing Market 








Sept. 10 
Build a Name for Your Company with 


Build Sales with Help from Secondary 
Market Investors 

Kimeldorf, George 

July 46-50 
Buyer Beware 

June 54-55 

By Any Other Name 

Plaxico, Tom 

April 96 





Do the Right Thing in a Crisis 
Davis, Jeffrey A.; Hoover, Rowena 
Sept. 67-69 
Dodge Commercial Agency Dilemmas 
Pace, Cari 
July 66-68 
Dodging Obstacles in Residential Sales 
Oct. 34-39 
Dog Day Afternoon 
Lincoln, Pat 
March 72 
Doing the Two-Step 
Aug. 49 
Don’t Get Burned by a Hot Market 
Bleasdale, Julie A. 
Aug. S12-S17 
Don’t Get Sidetracked on Your Treasure Hunt 
Stern, Neil 
April 22-24 
Don’t Let Title Problems Muddle Sales 
Weissman, Robert A. 


Easy Does It for This Year’s Economy 














Is an Agent Entitled to a Full Commission 


It May Be Time to Add a New-Home 
Sales Division 

Stone, Dave 

May 42-46 
It’s Never Too Early to Develop 


How Does Farming Add to Your Bottom Line? 
Russell, James 
Jan./Feb. 28 


If a Broker Holds a Listing on a Property, 
Does a Salesperson Affiliated with That 
Broker Act as the Agent of a Prospective 
Buyer—as well as of the Seller—by 


iinet 


Gear Up for Success by Tracking Your Market 
Filisko, Gabriella 


a Drug Raid at an Apartment in the 
Owner’s Building’ 
Nov./Dec. 8 

Is a Real Estate Agent Considered to Be 


Make a Big Difference Doing ‘Little’ Things 
Milligan, John F. 


Is an Agent Entitled to a Commission If a 
Buyer Exercises an Option to Buy the 
Balance of a Tract of Land on the Basis of a 
Sales Contract Drawn Up by the Agent 
Several Years Earlier Under an Exclusive 
Listmg Agreement? 

Sept. 8 

















November/December 1990 











Make the Right Moves for a Sound 
Relocation Division 

Weber, Carolyn A. 

Oct. 56-60 
Make Sure All Your Oars Are in the Water 





Sept. 59-60 
Play It Safe with Credit Reports 
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How t to Farm Twice as Effectively 
— with Half the Effort! 


Introducing: Two Complete Guides 
to Real Estate Farming Success 


Successfy] 
F arming 


8-1/2" x 5-1/2” 
288 pp. soft-cover 
8-1/2" x 5-1/2" 
332 pp. soft-cover 


Written in an easy-to-follow format, these two 
new books include many useful examples, sample 
forms, letters, dialogs and scripts you can use to 
get the most from your farming efforts. 


NS See RCRA 5A SSO 
Partial Listing of 
Topics Covered: 

ae Farming an 
Mail 
@ Why Direct otal Works for R/E 
@ How to Create and Maintain Your 
Farm Mailing Lists 
Farm 
@ How to Create 
(26 you can use 
@ The 5 Most Effective Ways to 
Begin Your Farm Letters 


@ How to Track the Results of Your 
Farm 


Successful Farmin 
By Phone ° 


@ How Much is a Call Worth? 
@ The Critical First 15 Seconds and 








the next 10 days and you'll also get 
a FREE copy of “Real Estate 
— That Works!” 
A $19.95 value, Yours Free! 














In today’s competitive real estate 
sales market, the key to getting ahead 
and staying ahead is targeting your 
professional services to a select group. 

Top producers have been proving 
this for years! And that’s what real 
estate farming lets you do: Pinpoint 
your sales efforts on a manageable 
part of the market. 


Steady Commissions 

In short, it can turn hit-or-miss 
income into a steady stream of commis- 
sion checks! 

While there are several ways to reach 
your farm — the two most effective 
means are by phone ard by mail. 

These two books explain in detail the 
many proven ways to increase your 
visibility in your farm, and generate 
more listings, sales, and referrals. 


Powerful Sales Letters 
More than just newsletters, Successful 

Farming — By Mail shows you step-by- 

step how to send sales letters. Twenty- 

six ready-to-use sales letters that will: 

@ Get you direct listing appointments 
and other face-to-face meetings 

@ Open the doors to hard-to-reach 
prospects 

@ Convert FSBO’s, Renters and 
Absentee Owners into Clients 

@ Generate referrals and leads 


Plus, you'll also learn the “ins and 
outs” of producing your own farm 
newsletter. 

All using the same proven methods 
applied by leading direct-mail compa- 
nies across the country. 


Calculated Industries, Inc. 
22720 Savi Ranch Pkwy., Yorba Linda, CA 92687 
(714) 921- “+ * FAX: (714) 921-2799 





High Impact Phone Scripts 
In Successful Farming — By Phone 

you'll learn how to apply proven tele- 

phone sales techniques to your farm. 

In an easy, step-by-step format it shows 

you how to: 

@ Sell yourself over the phone 

@ Write a winning telephone script — 
from “Hello” to the last click 

@ Overcome objections by phone 

@ Handle incoming calls . . .and more 


Try Either Risk-Free 

ry either (or both!) for 30 days, read 
them, and see for yourself if they won’t 
help you open more doors and get 
more listings. If you’re not 100% con- 
vinced, return them for a full refund. 
No questions asked! 


Order Both and Save $5 
— And Get a FREE Gift! 
Priced at $17.95 each, you can get 
both these power-packed guides to 
farming success together for only $29.95 
— you save over $5.00! Plus, order with- 
in the next 10 days and get a FREE 
($19.95 value) R/E Advertising book! 
To order your copies risk-free today, 
simply return the coupon below to: 


Calculated Industries 
22720 Savi Ranch Parkway 
Yorba Linda, CA 92687 


Or better yet, call in your orders Toll- 
Free 24 hours, everyday to: 


1-800-854-8075 
Order yours today and start farming 
twice as effectively with half the effort 
tomorrow. 





Call Toll-Free 24 Hrs. Everyday 


1 














YES! 


e@ for my 30-Day Risk-Free trial! 


Please rush me the order at right Qty. | Book 


Price TOTAL 





Suc. Farming-By Mail __| $17.95 | $2.95 











Suc. Farming-By Phone _| $17.95 | $2.95 





Address 
City _—— 








Both Books—Save $5 and 


get a FREE Adver. Book! | $29-95 


$3.95 





State Zip 








$19.95 | $2.95 

















FYE Advertising That Works 





Check enclosed for entire amt. of order 
VISA MasterCard Am/Exp 
Acct.#{_| | | jj | | | 4 
Exp. Date __/ _ Signature 





in Calif., add 6.25% tax 
TOTAL __ 


PII neg oe 


RETB-1190 














The Sears Lesson 
Aug. 70-71 
Select Real Estate Software That Suits You 





| Take It with You 


Taking Off with Your Own Business 
Cori, Robert W. 
Aug. 14-21 

Talk Your Way into FSBOs’ Hearts 
Holmes, Vicky 


May 

Turn Cold Calls into Hot Prospects 
Pace, Cari 
Sept. 23-25 

Turn Up the Heat on a Cold Market 
Waldron, Stacey A. 
Aug. S4-S10 


Under the Federal Fair Housing Law, Can a 


Use Your Computer as a Sales Tool 
Sept. 43-44 
Use Your Weight to Sway Local 
Government Decisions 
Graw, Annette 
Sept. 30-34 








Waltz Through the FHA 203() with Your 


What Do You Want in a Want Ad? 
Gaynor, Diane 
Jan./Feb. 62-63 

What Recent Case Deals with a Zoning 
Ordinance That Restricts a Property’s Use 


The Year Ahead: An Interview with 
Norman D. Flynn 
Jan./Feb. 10-17 














Do You Qualify to Wear This Pin? 


T. CRS (Certified Residential Specialist) 
is the highest designation awarded in the 
residential sales field. 


Those who hold the CRS have achieved a 
level of knowledge and experience that 
are characteristic of a true professional. 


Send for our free brochure and find out how 
you can become one of the elite today! 


Send to: The RS Council 
Member Services Department 
430 N. Michigan Ave. 
Chicago, IL 60611-4450 
or call: 1-800-462-8841 
or 312-321-4448 


Years of experience 








Anderson, Don 
Waltz Through the FHA 203(b) with Your 
Financial Calculator 
June 44-49 
Andrus, Donn 
Present Purchase Orders with Finesse 
Jan./Feb. 38-41 


Bedsworth, Michael H. 
Be a Star in the Veterans’ Housing Market 
April 42-47 


Bergeron, Marybeth 
It’s Never Too Early to Develop 


* Don’t Get Burned by a Hot Market 
Aug. S12-S17 

+ Rev Up Consumer Satisfaction 
Nov./Dec. 16-23 

Bonapace, Ruth 

Be a Pro at Self-promotion 

May 19-21 

Bowman, Charles 

Keep Your Waterfront Developments 
from Eroding 

April 68-71 

Bransby, Mike 

The Facts Are in on Fax 

April 62-64 

Brucker, Reinhardt 
Dispel Your Fear 








Carrigan, Steve 
Help Buyers Understand Mortgage Preapproval 
May 32-34 


Davis, Jeffrey A. 

Do the Right Thing in a Crisis 

Sept. 67-69 

Davis, Peggy 

Kids Are People, Too! 

Jan./Feb. 64 
Davis, Ross L. 

Mobile Offices Can Be Your Traveling Billboards 
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Provide a Soft Landing into Home Ownership 
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Filter-Proof Messages 
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Help Plan a Marriage of Convenience 
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Weigh the Factors in Setting a Value 
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Computers Can Help Small Companies Think Big 


A Picture Is Worth a Thousand Sales 
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Filisko, Gabriella 
+ Gear Up for Success by Tracking Your Market 
Aug. S26-S31 
Nov./Dec. 26-29 
* Practitioners Grab for Commer-ial Financing 


Responding to the Globalization of Real Estate 
Oct. 26 
Frailich, Alan 
Make Your Company’s Listings Talk 
July 20-25 
Freedman, Noel 
As Time Goes By 
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Jan./Feb. 62-63 

Gerberg, Donald J. 

+ ‘Clear Your Desks’ 

Jan./Feb. 64 

+ A Movement Is Worth a Thousand Words 
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Graham, John R. 
For Losers Only 
April 38 
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Use Your Weight to Sway Local Government 
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May 56 

Groebe, Charles L. 
The First 100 Days 
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Wanted for Murder? 
May 72 


Hague, Gregory 
Breaking Tradition: Money Up Front? 
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Aug. S19-S24 
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Sept. 72 
Hoover, Rowena 
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Help Buyers Plan Their Financing Strategy 


Kane, Raymond W. 
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PMI Gives Buying Power 
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Organizing a Limited Partnership 
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Meisel, Jim 
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+ Meeting of Minds 
March 29 
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Dee Sign offers: 
-The Greatest Service 


We guarantee to ship in 
10-15 working days’ 

‘Personalized Artwork 
Specially for you, at no 
extra cost 


s? CALL TOLL FREE 
1-800 DEE SIGN 


soLo 


Cote 
The sigh 


1-800-DEE SIGN 


%: 2501 Norwood Ave. Cincinnati, OH 45212 _/ 











Eighteen Businesses You 
Can Run From Your 
Home With A Computer! 


oa b 


FREE CBs 286 Computer 
FREE Cassette Tape: This free, two- 


hour cassette will explain how you can start 
one or more of these eighteen turnkey busi- 
nesses part-time and still retain the security 
of your present position. If you purchase 
our software and business program, we will 
give you the computer and printer. If you 
already own a computer, you may receive a 
discount. Individuals are now earning 
$4,000 to $10,000 per month part-time. 
Free home office training. Complete financ- 
ing available. 

To receive a free cassette and color literature, 

call toll-free: 


1-800-343-8014, ext. 341 
(in Indiana: 317-758-4415) Or Write: 
Computer Business Services, Inc. 
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It May Be Time to Add a New-Home 
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Waldron, Stacey A. 
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Wolf, George 

The One That Got Away 
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Wood, Tim 

Show Buyers How to Fund a Second Home 
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Tool of the Trade 
May 26 
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VIDEOTAPING REAL ESTATE DOESN' T WORK. 
(Unless it's organized.) 


REALVIEW INC 


REALVIEW INC 


Stop by Booth #2320 in 
New Orleans for a demonstration 
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From the Trenches 


While going through training as a newly 
licensed agent, I was assigned to docu- 
ment the value of a bank-owned prop- 
erty. My task consisted of taking pic- 
tures of the rooms. 

I was working my way through the 
house with camera, measuring device, 
inspection forms, and handbag when I 
heard the front door open and a voice 
ask whether the property was for saie. 
“Sure,” I said, “step in.” The prospect 
waited as I completed my assignment. 
And it was quite a finale. 

In the bathroom I heard and felt a 
rumble beneath my feet. But I shrugged 
it off and had just snapped a picture 
when the floor collapsed! Along with the 
tiles, toilet, tub, sink, and cabinets, I 
abruptly sank eight inches. 

The house was built on a pier foun- 
dation (slats of wood rather than a ce- 
ment slab). So perhaps it was time for 
the old structure to break down. And 
I wasn’t hurt, only stunned. 


The prospect helped me up and 
immediately made a cash offer for the 
house. He turned out to be a carpenter, 
and that house was his kind of property. 
I closed the sale in ten working days. 


REALTOR-ASSOCIATE® Catherine Cunliffe 

Jim Ferris, Inc.-Better Homes and 
Gardens® 

Oklahoma City, Oklahoma 


Full disclosure 

My first appointment in my real estate 
career involved showing homes to a 
pleasant but quiet first-time buyer. We 
had viewed several houses and had 
arrived at the last one on our list on a 
hot, muggy afternoon. 

The seller, who was wearing a 
robe, opened the front door to let us 
inside. He told us to go ahead with the 
tour, adding that he would be sunning 
on the patio if we had any questions. I 
showed the prospect the interior, and 


then we walked from a stone barbe- 
cue on the side of the house to the 
backyard, which overlooked a river. 
I pointed out the property’s features 
as we walked. 

Before long we came upon the 
owner lying on a chaise longue on the 
patio—minus the robe—getting sun 
everywhere. He calmly asked whether 
we had any questions. I answered, 
“No, I think we’ve seen everything.” 

Back at the office, the prospect 
made an offer on the property. How- 
ever, she insisted that I explain to the 
listing agent that she had deducted 
$5,000 from the sales price because 
of the full disclosure. 


REALTOR® Shelley Ryan-Weber 
ERA®Classics 
Westfield, Massachusetts 





